Origin and objectives of INTOP/INTOPIA
An underlying educational premise was a strong belief that different people learn in different ways-calling for a varied set of pedagogical instruments. A related idea was that business schools-like other professional schools-should have the mission to strike bridges between classical (as well as applied) disciplines on one hand and practical applications on the other hand. Aside from class discussions of cases, relatively little was really being done in this area at the time.
Perhaps the single most important objective was to develop an exercise to demonstrate the interaction between structure (of the organization as well as the task environment), strategy, and performance (SSP) in the business world. By making the game international, participants would naturally expect different business environments and presumably they would begin to see the interactions of SSP variables. It was easy to foresee the imminent rapid growth of IB and its importance to management. Both to reach a broader audience and to focus on cross-functional interaction, the aim was to create a general management game useful in functional (production, marketing, finance, etc.) and integrative capstone courses. The notion of a business management laboratory was prominent in our minds. With colleague Robert L. Graves and then graduate assistant L. T. Howells we spent the next 3 years developing the first IB strategy simulation on the UNIVAC 1. Some of the trials and tribulations on the way have been discussed elsewhere (Thorelli, 1994) .
Game development process
A few factors influencing model design may be mentioned. For geographical areas we chose the United States and Europe, then immersed in the European Free Trade Association and the beginnings of the Common Marke, and Brazil as a major developing country characterized by a hyperinflationary economy. The choice of Brazil inspired our selection of the two consumer products in the simulation. We chose vacuum cleaners as an everyday appliance in the industrialized world with little appeal in Brazil, where the middle class was still perceived as relying on servants (perception included in the players manual). On the other hand, transistor radios-recently developed at the time-were included for their perceived appeal as a necessary luxury item even in the favelas in Rio de Janeiro and Sao Paulo. The reader may be surprised to learn that, for three good reasons, there were no local currencies in the model. The world was, at least in principle, in a regime of fixed currencies. As the dollar was the hardest one of all, and widely used even between nondollar nations, it became our only currency.
The UNIVAC (and other mainframe computers emerging at the time) made possible the development of sophisticated management games. At the same time, the state of technology imposed severe problems in terms of memory, speed, and time. When many of the scores of dry runs failed, one had to struggle to find out whether the failure was due to a miscue of programming, one or more wrongfully punched of a thousand or more IBM cards, or simply one or several of the thousands of vacuum tubes in the machine having burned out! Clearly the game would have to build on a model of the company and its markets. The specifications of the design-especially at Chicago-was (and remains) based on the neoclassical theory of the firm and its markets. This theory, predicated on the postulate that economic rationality is the only concern of mankind, was felt to be in crying need of being integrated into an encompassing behavioral theory of the firm, which is viewed as an open system. We thought the best way to approach this problem was to design a game model around classic economic theory, with participants supplying the behavioral elements. The hope that such a game would vastly stimulate researchers interested in developing the behavioral theory of the firm turned out to be overly optimistic.
The management game was oriented to the consumer market. However, we realized that to simulate IB realistically, we would have to include intracompany transfers (transactions between the MNC headquarters and its operating subsidiaries, as well as among the subsidiaries themselves). Having accepted this notion, it was a natural step to extend our reach to intercompany transactions among MNCs themselves. This would also permit Company A, the manufacturer of, say, cleaners in Europe, to export goods to Company B, a wholesaler in Brazil. Such business-to-business transactions would also introduce a modest but critical element of bargaining and negotiations between participant groups representing different companies and maybe even cultures. Provision was made for both long-term, trust-based contracts and spot deals to get rid of or replenish inventory. Intercompany transactions were an original idea in business games at the time and are still rarely encountered. Figure 1 gives a view of the transactions and the flows of data, funds, and goods between the MNC, its subsidiaries, and its multiple environments. These are some of the features of the standard model of the game, detailed in the players manual. We recognized that other administrators might prefer other countries/regions or products. Furthermore, it should be possible to introduce environmental events changing the initial settings of game parameters. To achieve such flexibility it was sufficient to change a single punch card (or a set of them) for each event. For these reasons, several hundred parameters were identified in a dictionary that was available to users. This idea was new to business games, so we labeled this module the Wonder Card Program (Thorelli, 1995a) .
Computerized games were still a relative novelty at the beginning of the 1960s, which was reflected by the title of our book for administrators (as well as designers) (Thorelli & Graves, 1964) . We hoped to be of assistance to developers by including a chapter detailing the specifics of the econometric model. It was initially delivered in several large punch card trays. Soon, however, we were able to switch to 800-foot mainframe tapes, supplemented by a couple of card trays for each decision period carrying company decisions and implementing environmental events.
Despite its relative complexity, the game was a success from the outset. We quickly found out the significance of the fact that the software was actually bug-free. Meantime, mainframe computer technology development proceeded by leaps and bounds.
Thanks to the efforts of various users, the master program was converted to IBM, Control Data (CDC), and VAX mainframes, facilitating and complicating servicing new users. By the beginning of the 1980s, INTOP was fully developed.
Personal computer technology had been emerging in the 1970s, and the PC revolution began in earnest in 1984 with IBM launching its first model. It became obvious that conversion of the game to PC operation would be a vital matter. However, we had begun thinking about the next version of the game and were in no mood to waste time on this effort. Fortunately, Erasmus University in Rotterdam came to the rescue, and produced the PC version on a cooperative basis. It was a blessing to proceed from centrally handled punch cards to company disks managed by participants (Thorelli & Graves, 1989 )!
Redesign of the second-generation game
The mid-1980s witnessed rapid change in the IB gaming environment. Participants could now interact directly with their PCs, calling for a functional and also a visually pleasing decision input module. With pocket calculators, currency conversion became trivially simple. Students could and should focus their attention on planning the underlying transactions and judging the actual and potential managerial implications of changes in exchange rates. Additional challenges were the emergence of competitive IB games and the perennial scarcity of programming talent.
Foreign currency (FC) management had become an indispensable element of a realistic IB game in the new world of flexible exchange rates. Business in general, and in IB in particular, evidenced renewed enthusiasm in building relationships, based on the belief that cooperative advantage may be just as important as competitive. This called for free play in the area of strategic alliances and joint ventures and all manner of business-to-business relationships and contracting arrangements. It also required greater opportunity for synergy. In the logistics area, air freight was becoming competitive with surface transport even in industrial goods.
These considerations were taken into account in the conceptualization and development of a second-generation game. Although essentially a new product, we decided to capitalize on the experiences with INTOP, dubbing its successor INTOPIA 2000. INTOPIA sports four currencies, one for each operating area and the home office located in Liechtenstein. Why Liechtenstein? This alpine stronghold uses the Swiss Franc, a traditionally hard and stable currency. More important, it is a neutral country beyond any nationalistic outlook among participants. It offers low corporate tax rates and is the legal residence of a great number of MNCs. Room is left for a fifth currency, a useful feature in runs emphasizing international finance.
The incentive for intra-and intercompany transactions and negotiations was greatly increased by introducing the notion that one of the products is a component of the other. To provide for consumer and industrial markets in a high technology environment, we chose microprocessors (chips) as the essentially industrial component and the PC as the final, essentially consumer-oriented product. Note that some consumers will also buy chips for replacement or upgrading purposes, and governments and large corporate buyers will procure hundreds or thousands of PCs for schools and offices. This option gives the instructor ample room to introduce Dutch auction-type bidding for large orders.
As innovation is vital in hi-tech industries, the number of possible patents was increased from 3 to 10 for each product, and royalty-tied licenses as well as outright sale of patents were introduced. INTOP had featured intra-and intercompany sales/purchases, and standard-type intercompany loans as well as patent sales. We added custom-tailored financial services and currency hedging/options to these transactions types, and in the blossoming area of logistics, air transport to ocean shipping. Air transport permits resale in the consumer markets of the destination area (or, alternatively, the incorporation of components shipped into the production of PCs) in the period of shipping. This was a key difference with the former version of the game, in which surface shipments, for PC production or consumer sales, arrived in buyer inventory only in the following period.
Other environmental developments influencing the design process included the aggressive globalization of business, evidenced by intensified competition in such industries as electronics. We provided guidelines for facilitators wishing to show the impact of such rivalry by introducing Nippon Electric Co. as a strong outside competitor. Oliver Williamson's (1987) pioneering theory of transactions cost in business economics provided new theoretical views. This was reflected in a natural way by the personal time commitment of team executives in negotiating and maintaining intercompany contracts. The increasing emphasis on learning by doing and hands-on experience encouraged us to raise our design to a new level of sophistication.
The team was fortunate in being able to add as a member Juan-Claudio Lopez of Universidad Católica in Santiago, an outstanding programming expert. To save time, it was decided to continue the use of the original FORTRAN language. Technological advances had made FORTRAN obsolete for PC screen management. So, doses of Hi-Screen and Clipper modules had to be injected as well. The plethora of programs proved a major if temporary obstacle to program compilation. Lopez designed a new module, labeled FORMIN, for interactive use by participating teams delivering decision form inputs (hence the name) and receiving outputs on their company disks. In this and other ways, care was taken to simplify administrative procedures around the simulation. (The simplified handling of computer-technical tasks-coupled with the new emphasis on learning rather than teaching-has led to a gradual shift in the role of game operator, moving from administrator to facilitator.)
Beta-testing was performed in l990 to 1993; Robert T. Green of the University of Texas at Austin provided valuable independent input. INTOPIA/MARK 2000: EXECUTIVE GUIDE and the Compendium for the Administrator were ready for publication in 1995 . Academia is still regarded as our primary audience.
A great challenge in the technology environment relates to PC operating systems. Beginning with Windows95, Microsoft's DOS prompt was woefully inadequate to be compatible with DOS programs of any complexity. The mix of languages embodying the master program aggravated the problem. (For inscrutable reasons it runs on Windows NT.) For the time being the problem is shunted aside by providing users with a DOS6 startup disk. Fortunately, Windows will accept the company disks of participants. The number of potential adopters familiar with DOS is clearly declining. In the long run, conversion to Windows is necessary. Belatedly, a major effort in that direction is taking place, including some material improvements as well. The next version will definitely emphasize the special nature of the game in the area of supply chain (or value added) management, the related in-and outsourcing, and logistics aspects of IB strategy and entrepreneurship. Meanwhile, we are about to release a procedure permitting e-mail operations, our first venture into the burgeoning area of distance learning.
Gamers' problems
A few problems are unique to IB simulation design. One of the most challenging is how to reflect adequately intercultural differences and notably their likely impact on the demand for the products/services embraced by a given game. INTOPIA and MARKETPLACE would seem to do the most credible, if not necessarily creditable, job in this regard.
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Another problem in IB is that reality sometimes may be fantastic enough to make a direct link with the gamed reality, which seems incredible to the participants. Hyperinflation and sequential major currency devaluations in Brazil constitute good examples; inflation and devaluation rates must be scaled down to retain credibility among participants! Problematic, too, is FC management. To exclude FC management entirely would be to remove a crucial component of IB. It is important to weigh just how many FC issues to include in a game, as such issues can easily take an undue share of participant time and attention. For instance, they might get snowed under by entirely focusing their attention on currency operations in times of changing FC rates. This is not the place to go into detail in issues facing all business gamers, such as the limitations of batch processing of simulations in a world of continuous change, what to do with participants (and their evaluation) when companies go into bankruptcy or are bought out by other teams, and so forth.
Gaming/simulation as basic research vehicle. An impressive body of empirical research-often of a basic nature-is focused on educational and pedagogical issues around gaming. A puzzling question of personal concern is the relative scarcity of research involving the subject matter that is the content and dynamics of games. It would seem self-evident that sophisticated games constitute behavioral science laboratories. This issue is badly neglected at a time when behavioral theories of the firm have only begun seriously challenging and enriching classical economic theory (Thorelli, 1995b) . Initially, such research could be expected to generate fruitful hypotheses for further testing.
An exemplary focus might be looking for determinants of group decision-making behavior with respect to research and development. Another topic concerns groups facing and handling risk, uncertainty, and emergency situations. The relative roles of trust and opportunism in deal making is another fascinating subject, as is the role of interpersonal relationships in the maintenance (or breakup) of standing contracts and networking arrangements between companies.
Administrative pragmatics
A thorough discussion of business game administration requires a monograph. As IB simulations do not inherently differ from other games, such a discussion is beyond our purview here. However, a few observations seem appropriate.
Specifics. Theoretically, there is room for 98 companies with aggregate initial market sizes by product and geographical areas scaled automatically by the number of teams. Each team may have 3 to 6 members. Two is the smallest number of teams possible. However, to permit a desirable range of alternatives in intercompany contracting
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requires at least a handful of companies. A typical university class will comprise 10 to 20 teams. If the number of students is much more than 60, running two (or more) parallel worlds may be advisable.
To provide a realistic set of environmental events to occur sequentially-such as inflation, interest rate changes, business cycles, strikes, currency devaluations, or new environmental protection rules-the facilitator needs a scenario. To simplify matters, a built-in model scenario is implemented largely automatically as the decision periods (90 days) roll by. The Gazette, the trade journal of the Computer Industries Association (CIA), handles forecasting and reporting on the events, copies of which are furnished. The facilitator may or may not elect to use the model scenario and is free to make any changes he or she wants or design a different scenario. A typical run will comprise 8 to 10 periods; a practical minimum for a worthwhile run would be 4 periods.
Competitive intelligence is indispensable in business. We were faced with two challenges. The first one was to provide hard-core financial and market-share data, similar to company quarterly and annual reports. Not all firms publish quarterly data. So we decided to make this type of data available only for a consulting fee. On request, the computer automatically produces the item. Companies get free consolidated financial data of all industry members of the kind one finds in annual reports every four quarters and, of course, in the final quarter of a run.
Soft information (e.g., rumors or facts about industry members), being companyand run-specific, cannot be preprogrammed. Facilitators are encouraged to produce a gossip edition of the Gazette. A guide gives examples of reportable items, such as research and development (R&D) breakthroughs; rumors of new standing supplier, license, and loan contracts; examples of good and bad cash budgeting; global expansion; out/in-sourcing; and growth/decline of companies or subsidiaries. There is room for a highly condensed version of a message board at the end of the quarterly balance sheet, which may substitute for the Gazette gossip. To save time further, the facilitator may just make a few gossip-style remarks in class.
Student and facilitator time commitment.
Students typically need 2 hours of class time for the first decision period. As they gain experience, this time will be shortened. By period 8, only 30 minutes may be required. Under all circumstances at least 1 hour per period should be spent out of class for analysis of outputs, forecasting, strategy discussion, intercompany negotiations, and preliminary decisions. The game stands for decentralized administration. A facilitator, new to business games, may need 2 to 3 weeks of full-time equivalent work to get fully immersed (including a desirable dry run with a few colleagues, assistants, or student volunteers). This time may be cut in half by on-the-job learning. Given this initial investment, the facilitator has on hand a pedagogical resource with many possibilities for future years. A facilitator will have the capacity of integrating the case method with the dynamics of competition (and cooperation) during the game. The only computing skill needed is everyday word processing; virtually no programming is involved.
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Team composition: Participants as instructors. The typical participant is an executive or student enrolled in an MBA or undergraduate honors program. Often, IB games will be run with participants from various nations or types of business. As decision making proceeds during the game, team composition should be deliberately mixed to permit a lively interchange among participants concerning business culture and practice. In runs emphasizing cultural integration, participants (be they executives or students) should be given positions not corresponding to their personal specialties. It is a joy hearing a veteran production manager stating on debriefing day, "I resented being handed the marketing job in our team. However, it actually gave me quite an experience. Why? I found myself in our discussions using the same arguments as the marketing people back home!"
Simplification. Sometimes the background of participants, time constraints, and other concerns may call for simplification of complex games, either during an initial break-in period or throughout the run. For example, foreign currency management effort may be reduced by about half by not changing the exchange rates during the run. (Participants should be informed about this from the outset.) Experience indicates that procurement and disposal of FC-while avoiding costly overdrafts-will still be a challenge to neophytes. Placing the simulation on an all-cash basis is another major simplification. Additional examples of simplification are given available.
Ethics and social responsibility. As considerable variations exist in perceptions of ethics in various cultures, this is a sensitive area in IB. Facilitators should probably avoid marketing a particular set of ethics. They should rather emphasize that any decision affecting others inescapably involves ethical concerns. Intercompany and intersubsidiary transactions also involve elements of trust and good faith that must be taken into account in any appeal to the facilitator as adjudicator. Simulation of corruptive practices should be avoided, as there is now clear-cut evidence that corruption is a block in the road to development.
Like life itself, simulation involves qualitative as well as quantitative dimensions, such as social responsibility. This can take a variety of forms, such as voluntarily investing in protective devices attached to products (without participants knowing in advance about the effects on demand), and giving excess or possibly old technology products to the poor or schools.
Built-in competition.
In all games-especially in IB (and particularly where intercompany networking is possible)-it is a good idea to have some built-in competition to make sure that cooperation among teams has positive rather than cartel-type effects. Facilitators of the game typically run Nippon Electric as a worldwide competitor, with products, grades, and prices posted in advance; Nippon also does not advertise, which should facilitate demand analysis.
Central versus decentralized administration. MARKETPLACE appears to manage its runs centrally from the University of Tennessee (alma mater of the game) and is
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experimenting with automated analysis and feedback to individual teams. In part this may be to protect its copyright in the era of distance operations on the Internet. In the meantime, whether the gaming world would prefer a single institution having centralized control over its particular game when other games are available on a decentralized basis remains an interesting question.
Symbiosis in pedagogy.
As individuals learn in different ways, it is desirable to use an integrated set of educational tools when possible. Of course, time constraints must be taken into account. In a 1-week seminar, for instance, the time for other inputs rather than the simulation itself is somewhat limited. The ideal time for a university course around INTOPIA is 10 weeks or more, involving relevant lectures, readings, and written assignments to ensure symbiosis around the course topic. Naturally, relevant lecture and readings will depend on the purpose and subject matter of the course/seminar at hand. A sample of integrative lecture topics are available, including such topics as:
• organizational mission, concept, and objectives; • the SSP model (structure, strategy, performance model) and organization ecology;
• intercompany networking;
• IB entry modes and technology transfer;
• coordination of the MNC with focus on transfer pricing, internal service payments, and taxation problems; • actual/potential currency devaluation and adaptive behavior on company operations; and • Economic Value Added (EVA), discounted cash flow, and other evaluation criteria.
MARKETPLACE comes with a special readings book with integrative chapters by a bevy of authors, the CORPORATION enriches the game with its in-basket incidents type of exercise, and the MULTINATIONAL MANAGEMENT GAME brings in the Compaq case materials, covering the history and challenges of a real company in the industry simulated (Keys & Fulmer, 1998) . The BUSINESS POLICY GAME carries in its international version references to suitable integrative readings.
Simulation dynamics: Contents, process, outcome
In theory, one may find neat distinctions between contents, process, and outcome of dynamic activities such as gaming/simulation sessions. This is neither in practice nor in simulation the case. Nevertheless, as the distinctions are of didactic interest we shall attempt to use them here in an overall view of what may be considered a typical run. It would comprise eight decision periods (quarters) by 10 to 20 teams, each of them composed of three to five self-selected graduate students. We assume two weekly class sessions of 90 minutes each, the first session essentially devoted to decision making for a quarter, the second to feedback, lecturing, and so forth. Each week teams will devote 1 to 2 hours of outside time to analysis and preparation. To keep the discussion reasonably tight, we will exclude such topics as integrative lectures and readings.
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Content. After the initial briefing session and outside study of the Executive Guide, the team is faced with making a preliminary set of entrepreneurial decisions, comprising product(s), operating area(s), functions performed, and clienteles to be served, as well as time-framed objectives. In a student run, venture capitalists will provide SF 20 million for each team. If major emphasis is placed on entrepreneurship as such, the facilitator may differentiate the amount of starting capital according to the quality of the entrepreneurial decisions and initial objectives and plans.
The next step is intelligence search. The preliminary entrepreneurial profiles are circulated among the teams. They will introduce redefining of some businesses that see too much competition ahead, whereas others may see opportunities for synergy through outsourcing and networking. Thus, negotiations and contractual and network arrangements leading to supply chain management will typically involve two-thirds (or more) of all teams.
Another important early strategic decision involves innovation. The R&D function is the only module in the total program that is semirandom and semideterministic (all other functions are deterministic with marginal stochastic influences). A number of teams will find this source of uncertainty unbearable. They may settle for making or marketing economy models, or resort to second-hand innovation by means of buying patent licenses from others. Some eager-beaver companies will engage in their own R&D programs and license (or cross-license) patents. The outlook on R&D may also depend on clientele to be served: Some groups of consumers are willing to pay for technological frontier products, whereas others prefer basic economy models. In Brazil, demand is greatest for the economy model. There is also a small super-luxury group of customers. In the United States, the higher the grade (patent), the better. Europeans tend to take a middle ground.
The degree of ambition in company definition and statements of objectives, plans, and strategies (written assignments) vary all over the lot. In large part this is probably due to the awareness that a significant element of end-year evaluation is a comparison of initial prescriptions with actual results.
In the course of the run there are plenty of pitfalls to avoid. Examples include the avoidance of lemons (worthless patents), failure to foresee a pending currency devaluation, overdrafts of FC, inventory accumulation of unsold products, or, conversely, incurring goodwill loss due to stock-out. Most pitfalls may be avoided by careful reading of the quarterly Gazette and its gossip edition, by swapping information with other companies, and, not least, by timely spending on marketing research and consulting. Teams may also learn by mistakes: The facilitator may present them with accurate estimates of losses incurred by making/selling a lemon versus spending a modest amount on marketing research. There may also be more or less unpredicted opportunities, such as an upturn in the business cycle, Brazilian government purchases of economy computers for schools, the introduction of bare-bones network subcomputers, or a strike by production workers in an operating area in which you are not active and now have an export opening.
In the strategy area, teams have found Michael Porter's (1980) classification of practical values. His generic strategies involve cost leadership, differentiation, and behooves the facilitator to keep in mind that debriefing on decision-making processes and strategies, used by the teams, may be just as instructive as debriefing on results.
Participants may also be encouraged to exemplify what they have learned from the simulation. There is a danger in overemphasizing the role of the debriefing-the main learning must occur in the course of a run, or the game is not administered properly, or it was not suitable in the first place. Debriefing especially pays attention to the learning that has occurred during the course of a session.
Even more controversial is the selection of evaluation criteria. ABSEL Standards and Registration Procedure for Assessment Instruments stress a (single) objective score of performance (such as some profitability measure). A strong argument can be made for the view that different groups of stakeholders will use different criteria, and that complex games do (or should) reflect this fact (Thorelli, 1997) . In INTOPIA, profitability counts-if nothing else-as a means of long-term survival. Two other measures are equally important. The first is a comparison of results with objectives and plans-as initially conceived and with any mid-term revisions. The second is emphasized as the single most important criterion: action potential for the future at the end of the game. Such potential is indicated by cash flow, patent position, cost structure of plants, market share, win-win contracts with other teams, and so forth. The accent on action potential also means total absence of dysfunctional behavior in the last quarter of the game (e.g., cutting out advertising and R&D).
Learning experiences. Personal observation suggests that participants-whether corporate executives or students-learn useful lessons such as:
• entrepreneurial challenge of defining a new business concept;
• importance of understanding the cultural differences between the various business functions, and of overcoming the temptation to focus on one's own functional silo; • vital role of trust in long-term contracts;
• respect for the fact that information costs money (even in Internet times), this lesson being especially critical for participants from developing countries; • a portfolio of countries is often as valuable a means of growth as a portfolio of products;
• being first mover is not invariably desirable;
• product life cycles are getting shorter (illustrated by Gordon Moore's law concerning the capacity of sequential microchip generations), yet there will always be a niche for economy models; • challenge of internal coordination in the MNC; • challenge of external coordination (intercompany networking), and strategic adjustments in different environments (SSP); • providing room for rational and intuitive approaches in strategic decision making; and • realization that your best friend socially may not be the ideal teammate in a task-oriented situation.
As game designers we have also learned some lessons, as may be derived from the balance of this article. The prime lesson by far is moving with or even being ahead of the times. After all, inherent in the ecological perspective is the observation that we are capable of changing the environment, not merely adjusting to it.
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Future of IB games
The 1990s witnessed the emergence of several IB games (a handful appear in our reference list) demonstrating the rapidly growing richness of the field. One may confidently predict further development of the IB gaming industry. Barring trade or shooting wars, IB will continue to grow more rapidly than national or even regional economies. Telecom and the Internet are making distance education a living reality for anyone who wants to learn. Cross-cultural runs of games will be especially exciting.
Predictably, e-commerce will be introduced in sophisticated games, both on a business-to-consumer (B2C) and a business-to-business (B2B) basis. Transactions will involve individually and collectively negotiated contracts as well as auctions. As games continue to reflect ongoing reality in the auto and electronics industries, we may find that given the opportunity, simulated companies will increasingly outsource major parts of their manufacturing operations. The competition-as well as cooperation-between established and newfangled educational institutions of all kinds (such as corporate universities) and in all countries will intensify.
Although the time may not yet be ripe, one might also envisage a trend arising in game development somewhat similar to the creation of Lego modules or old-fashioned erector sets, in which standard parts or entire modules could be used in a great many ways and serve many functions. At the opposite extreme, special purpose games are likely to develop for particular industries and applications, actually becoming parts of the kit of strategic planning and/or reorganization tools of management in the real as well as the virtual world. It will become increasingly natural to make tailored services part of the offering of what would now often be treated as product business. Means may be found of placing games on a continuous rather than staccato (batch-processing) basis. Not least, one would hope that simulations in the game form be given their due as basic research vehicles, initially perhaps on an exploratory basis.
In summarizing our experiences and trying to identify the unifying theme in our effort in the IB gaming area, one word comes to mind: integration. Integration of the functional areas of business into the concept of strategy, the integration of competition and cooperation, the integration of the MNC and its multicultural subsidiaries, the integration of economics and (other) social sciences into a behavioral view of the firm, and integrating organizations and their environments into an overall human ecology perspective.
